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IN THE CLAIMS 

1 . (currently amended) A method for increasing efficiency of a marketing system, the 
system comprising a database containing a plurality of prospective customers and customer 
demographic data, said method including the steps of: 

building models of predicted customer profiles, the models include risk models , attrition 
mod e ls, and profitabihty marketing models, each model is a statistical analysis for predicting a 
behavior of a prospective customer to a marketing campaign , wherein a risk model predicts a 
likelihood of whether the prospective customer will at least one of pay on time, be delinquent 
with a payment, and declare bankruptcy, an attrition mod e l pr e dicts a lik e hhood of wh e th e r th e 
prosp e ctiv e custom e r will r e main a customer or b e com e a custom e r of a comp e titor, a 
profitability mod e l predicts a n e t pr e s e nt valu e of the prosp e ctiv e custom e r and wherein the 
marketing models include a net present value/profitability model a prospect pool model a net 
conversion model an attrition model a response model a revolver model a balance transfer 
model and a reactivation model : 

embedding the models within an online analytical processing tool; 

using the online analytical processing tool and the customer demographic data to analyze 
a combination of the models, each model combination includes a risk model and at least one of 
the marketing models , an attrition mod e l and a profitability mod e l ; 

determining a sequential order for combining the models prior to combining the models 
based on the model combination analysis performed by the online analytical processing tool; 

using the online analytical processing tool to combine the models in the determined 
sequential order, wherein combining the models in the determined sequential order includes 
defining a target group of prospective customers fi*om the plurality of prospective customers 
stored in the database, the target group including a list of prospective customers satisfying each 
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of the combined models, the determined sequential order maximizes a number of prospective 
customers included within the target group; and 

generating scores for a each prospective customer included within the target group based 
on the predicted customer profiles wherein the online analytical processing tool generates the 
scores by combining the models in the determined sequential orde r, the scores representing at 
least one of a probable response by a customer to the marketing campaign, attrition of the 
customer, and risk associated with the customer . 

2. (previously presented) A method according to Claim 1 wherein said step of 
generating scores for a prospective customer further comprises the step of using the online 
analytical processing tool that combines models in the form of a multidimensional structure. 

3. (previously presented) A method according to Claim 1 wherein said step of 
generating scores for a prospective customer further comprises the step of using the online 
analytical processing tool with dimensions comprising risk, attrition, and profitability. 

4. (original) A method according to Claim 1 wherein said step of building models of 
predicted customer profiles further comprises the step of using a propensity model to supply 
predicted answers to questions. 

5. (original) A method according to Claim 4 wherein said step of building models of 
predicted customer profiles further comprises the step of using a propensity model to determine 
how likely a customer is to close an account early. 

6. (original) A method according to Claim 4 wherein said step of building models of 
predicted customer profiles further comprises the step of using a propensity model to determine 
how likely a customer is to default on an account. 

7. (original) A method according to Claim 1 wherein said step of building models of 
predicted customer profiles further comprises the step of using a payment behavior prediction 
model to estimate risk. 
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8. (original) A method according to Claim 1 wherein said step of building models of 
predicted customer profiles further comprises the step of using a client prospecting model for 
business development. 

9. (previously presented) A method according to Claim 1 wherein said step of 
generating scores for a prospective customer further comprises the step of guiding a user to 
optimize marketing campaign selections based on criteria from a customer database. 

10. (currently amended) A system configured for targeting market segments comprising: 
a customer database for storing a plurality of prospective customers; 

a graphical user interface for entering marketing campaign data; and 

models of predicted customer profiles based upon historic data that are embedded on an 
online analytical processing tool, the models include risk models , attrition mod e ls, and 
profitabihty marketing models, each model is a statistical analysis for predicting a behavior of a 
prospective customer to a marketing campaign , wherein a risk model predicts a likelihood of 
whether the prospective customer will at least one of pay on time, be delinquent with a payment, 
and declare bankruptcy, an attrition mod e l pr e dicts a lik e lihood of wh e ther the prosp e ctiv e 
custom e r will r e main a customer or b e com e a custom e r of a comp e titor, a profitability mod e l 
predicts a n e t pr e s e nt valu e of th e prosp e ctiv e customer and wherein the marketing models 
include a net present value/profitability model a prospect pool model, a net conversion model, 
an attrition model, a response model a revolver model a balance transfer model and a 
reactivation model said online analytical processing tool configured to: 

analyze a combination of said models, each model combination includes a risk 
model , an attrition mod e l, and a profitability mod e l at least one of the marketing 
models , 

determine a sequential order for combining said models prior to combining said 
models based on the model combination analysis, 
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combine said models in the determined sequential order, wherein combining said 
models in the determined sequential order includes defining a target group of 
prospective customers from the plurality of prospective customers stored in said 
database, the target group including a list of prospective customers satisfying each 
of the combined models, the determined sequential order maximizes a number of 
prospective customers included within the target group, and 

generate scores for a each prospective customer included within the target group 
based on said predicted customer profiles by combining said models in the 
determined sequential orde n the scores representing at least one of a probable 
response by a customer to the marketing campaign, attrition of the customer, and 
risk associated with the customer . 

1 1 . (previously presented) A system according to Claim 10 wherein said models are 
embedded in said online analytical processing tool that takes the form of a multidimensional 
structure. 

12. (original) A system according to Claim 10 wherein said models of predicted 
customer profiles fiirther comprise a propensity model used to supply predicted answers to 
questions. 

13. (original) A system according to Claim 12 wherein said propensity model 
determines how likely a customer is to close an account early. 

14. (original) A system according to Claim 12 wherein said propensity model 
determines how likely a customer is to default on an account. 

15. (original) A system according to Claim 1 1 wherein said model has dimensions 
comprising risk, attrition, and profitability. 

16. (original) A system according to Claim 1 1 wherein said model is a payment 
behavior prediction model used to estimate risk. 
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17. (original) A system according to Claim 1 1 wherein said model is a client 
prospecting model used for business development. 

18. (original) A system according to Claim 10 further configured to guide a user to 
optimize marketing campaign selections based on criteria from a customer database. 

19. (currently amended) A method for increasing efficiency of a marketing system, the 
system comprising a database containing a plurality of prospective customers and customer 
demographic data, said method including the steps of: 

building models of predicted customer profiles, the models include risk models , attrition 
models, profitability and marketing models, a prop e nsity mod e l for supplying pr e dict e d answ e rs 
of a custom e r to mark e ting r e lat e d qu e stions, a prop e nsity mod e l for determining a lik e lihood of 
a custom e r to clos e an accoimt e arly, a prop e nsity mod e l for d e t e rmining a lik e lihood of a 
c ust o m e r to d e fault on an accoimt, and a cli e nt prosp e cting mod e l for d e v e loping business, each 
model is a statistical analysis for predicting a behavior of a prospective customer to a marketing 
campaign , wherein a risk model predicts a likelihood of whether the prospective customer will at 
least one of pay on time, be delinquent with a payment, and declare bankruptcy, an attrition 
mod e l pr e dicts a lik e lihood of wh e th e r th e prosp e ctiv e custom e r will r e main a custom e r or 
becom e a custom e r of a comp e titor, a profitability mod e l pr e dicts a n e t pr e s e nt valu e of th e 
prosp e ctiv e custom e r and wherein the marketing models include a net present value/profitability 
model a prospect pool model, a net conversion model an attrition model a response model, a 
revolver model a balance transfer model and a reactivation model : 

embedding the models within an online analytical processing tool; 

utilizing the online analytical processing tool and the customer demographic data to 
analyze each combination of the models, each model combination includes a risk modelran 
attrition mod e l a profitability mod e l and a prop e nsity mod e l and at least one of the marketing 
models : 
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determining a sequential order for combining the models prior to combining the models 
based on the model combination analysis performed by the online analytical processing tool; 

using the online analytical processing tool to combine the models in the determined 
sequential order, wherein combining the models in the determined sequential order includes 
defining a target group of prospective customers from the plurality of prospective customers 
stored in the database, the target group including a list of prospective customers satisfying each 
of the combined models, the determined sequential order maximizes a number of prospective 
customers included within the target group; and 

generating scores for a each prospective customer included within the target group based 
on the predicted customer profiles wherein the online analytical processing tool generates the 
scores by combining the models in the determined sequential order , the scores representing at 
least one of a probable response by a customer to the marketing campaign, attrition of the 
customer, and risk associated with the customer . 

20. (previously presented) A method according to Claim 1 wherein said step of using 
the online analytical processing tool and the customer demographic data further comprises using 
the online analytical processing tool and the customer demographic data to analyze each 
combination of the models based on at least one of risk, attrition, and profitability. 

21 . (previously presented) A system according to Claim 10 wherein said online 
analytical processing tool is further configured to analyze each combination of said models based 
on at least one of risk, attrition, and profitability. 
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